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xceptional legal work alone will not drive

business. A strong referral network provides

a steady flow of clients, enhances credibility,
and creates long-term business stability. However,
building and maintaining these relationships requires a
deliberate and strategic approach.

Trust Over Transactions

In sales, building trust is crucial, and while likeability can be
a starting point, it's trust that ultimately leads to business.
As Zig Ziglar famously stated, "If people like you, they'll
listen to you, but if they trust you, they'll do business with
you." The same principle applies to legal referrals. Lawyers
want to be confident that the attorney they recommend will
serve their client well. Trust is built through professionalism,
reliability, and consistency over time. It's not enough to
make a good first impression; the key is reinforcing that
impression with every interaction.

The Art of Marinating Relationships

Networking isn’'t about a single coffee meeting or a
handshake at a bar association event. One of the biggest
mistakes attorneys make is assuming that a one-time
interaction will translate into an ongoing referral pipeline.
Relationships, like a well-seasoned dish, need time to
marinate. This means consistent, thoughtful engagement
and following up periodically, catching up over lunch,
sending a congratulatory message when a colleague wins
a case or receives an award, and engaging with their posts
on LinkedIn or other professional platforms. Social media
provides a valuable tool for maintaining these connections.
A simple "like" on a colleague’s post or a comment on their
latest achievement keeps you on their radar. Sending a
message to wish them a happy birthday or acknowledging
a milestone reminds them of your presence in a meaningful
way. These small but intentional actions build familiarity
and trust, keeping your professional relationships strong
and active.

Leveraging Social Media

Social media can be a powerful tool for actively expanding
your referral network. Creating educational yet engaging
short-form content like YouTube Shorts, Instagram Reels,
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or TikTok videos can position you as an approachable
expert in your field. Many attorneys focus solely on
direct referrals, but visibility within the legal community
can also generate indirect business opportunities. By
consistently sharing valuable and digestible legal
insights, you remain at the top of people’s minds when
another lawyer encounters a client who could benefit
from your expertise. Social media can turn passive
connections into active referrers.

Strategic Networking

Bar association events, panel discussions, and community
involvement provide opportunities to build trust in

ways that online interactions can’t fully replicate. When
attending events, focus on quality over quantity, engaging

in meaningful conversations rather than simply collecting
business cards. Additionally, consider mentoring or
participating in professional groups. Being an active member
of legal communities and organizations not only reinforces
your credibility but also places you in circles where referrals
naturally occur.

Creating a Sustainable Referral System

Be proactive about giving referrals as well. The legal
community is interconnected; when you help others

grow their practice, they’ll remember and appreciate it.
Furthermore, be clear about the type of cases you handle.

If your network doesn’t fully understand your niche, they
may not think of you when an ideal case comes their way.
A strong digital presence, combined with regular check-

ins and strategic networking, ensures that when the right
referral opportunity arises, your name is the first that comes
to mind.

The business of law is built on relationships. Trust,
consistency, and engagement are key to developing a
referral network that sustains your practice. By taking a
strategic approach to networking, leveraging social media,
and marinating professional relationships over time, you
create a foundation for lasting business growth.

Elmira Yousufi (elmira@dpshapiro.com) is an
associate at David P. Shapiro Criminal Defense
Attorneys.
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